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ROYAL sales continue 

REMARKABLE INCREASE 


FEBRUARY BEATS RECORD 


We have all felt that Royal’s prestige 
is growing rapidly. We have all known 
within our own minds that the supreme 
quality we are building into the Easy 
Writing Royal must inevitably result in 
a wave of popular favor unprecedented in 
the typewriter industry. And now our 
beliefs are being confirmed in the most 
substantial way possible. 

Nothing talks so convincingly of the 
success of a product as its sales. And this 
month they surely “say a mouthful.” 

February, 1926, broke all previous Feb¬ 
ruary records, and came very close to the 
all-time high water mark for sales. 

Looking over the sales chart for the en¬ 
tire domestic organization, it is a very sig¬ 
nificant fact that, during the entire year 
of 1925, not a single month’s business 
failed to exceed the same month in the 
previous year. 

In the first two months of 1926, we have 
again started to do the same thing. Jan¬ 
uary was the biggest January we have 
ever had, and February, as we have said, 
was the biggest February. 

To what can we ascribe this steady, 
forceful growth of business—through 
large months and small months—in me¬ 
tropolis and village? To many things—the 
quality that is inherent in every Royal 



M. V. Miller, Pittsburgh 
February's High Man 


Typewriter—and makes every user an en¬ 
thusiastic salesman for the Royal. ts 
increased use by students of typewriting 
in the schools. The cumulative effect of 
years of striking and novel advertising 
and the old axiom that success falls to him 
who goes after it the hardest. 

THE SPIRIT OF SUCCESS 

It is a real treat to see the spirit that has 
pervaded every dealer, manager and sales¬ 
man in the Royal forces. They have that 
air of confidence that goes with success. 
They know that competition is on the run 
and their sales are only measured by their 
ability to get around. 

The increase throughout the branches 
was general during February, every sec- 


OUR NEW OFFICERS 



Mr. H. A. H'ay, Secretary 

With the annual meeting of stockhold¬ 
ers and the first meeting of the Board 
of Directors for the year on February 
23, comes an announcement of great im¬ 
portance to the members of the Royal or¬ 
ganization. Mr. H. A. Way, formerly 
Assistant Secretary of the company, was 
elected to the position of Secretary fol¬ 
lowing the resignation of Mr. C. J. Hag¬ 
gerty, and Mr. J. H. Forshay, Manager of 
the Credit Department, was promoted to 
the post of Assistant Secretary of the 
company. 

The former Secretary, Mr. C. J. Hag¬ 
gerty, after many years of long and honor¬ 
able service with the company, has left the 
typewriter business and is now devoting 
his attention to other fields. All of his 
friends in the organization join in wish¬ 
ing him great success and prosperity in 
his new endeavors. 

Both Mr. Way, our new Secretary, and 
Mr. Forshay, his successor as Assistant 
Secretary, are striking examples of real 
progress made through the ranks of the 
company to some of its highest positions. 
Both are veteran members of the organ¬ 
ization with long terms of loyal service. 

Mr. Way entered the company in Sep¬ 
tember, 1917, in the Field Department 
in charge of collections. A year later as 
a recognition of his good work he was 
made Assistant Collection Manager of the 
company and continued in that capacity 
until March 1, 1921, when he became As- 


Mr. J. H. Forshay, Assistant Secretary 

sistant Secretary of the company upon 
the creation of that office. It was but fit¬ 
ting that upon vacation of the secretary¬ 
ship, Mr. Way’s service in his present 
capacity should again be recognized and 
he should be made Secretary of the com¬ 
pany. 

Mr. J. H. Forshay is our new Assistant 
Secretary. Concurrent with his appoint¬ 
ment to the position of Assistant Secre¬ 
tary he has been relieved of his duties as 
Credit Manager and returned to the Gen¬ 
eral Sales Department. Mr. Forshay is 
one of our oldest employees in period of 
service. His connection dates back to 
September, 1912. It temporarily ended 
in 1918 when he entered the United States 
Army. Upon his return to service with 
the company in August, 1919, he had a 
rapid promotion from the Accounting 
Department to the General Sales Depart¬ 
ment and on October 1, 1925, was made 
Manager of the Credit Department. Mr. 
Forshay’s knowledge of the inside work 
of the General Sales Department made 
him the logical man to succeed Mr. Hag¬ 
gerty in charge of that work, at the same 
time becoming an officer of the company. 

We are sure that we are expressing the 
feeling of the entire organization in con¬ 
gratulating Mr. Way and Mr. Forshay 
upon their advancement, in wishing them 
great success in their new positions and 
extending to them the co-operation and 
good will which they so richly deserve. 


CHARLES*J. SIGLOCH IS AP¬ 
POINTED MANAGER OF THE 
CREDIT DEPARTMENT 

- *** 

We take great pleasure in announc¬ 
ing the appointment of Mr. Charles J. 
Sigloch to tjie impon&atpositional Man¬ 
ager of the Credit Dep^uhpent, succeed¬ 
ing Mr. J. H. ‘Forshay. Mr. Sigloch’s 
record with the company fits in peculiarly 
well for his new duties. Lffre both Mr. 
Way and Mr. Forshay he is an old mem¬ 
ber of the company and has risen from 
the ranks. He joined our Accounting 
Department in December, 1916, and tem¬ 
porarily resigned to enter the United 
States Army on May 19, 1917. In De¬ 
cember, 1918, he again rejoined the Royal 
organization with the Accounting De¬ 
partment doing the work so well that he 
was promoted the following year to the 
position of Assistant Office Manager of 
the New York City office. In January, 
1920, he was again called back to the Ac¬ 
counting Department to fill an important 
vacancy and again made good use of his 
opportunities until he was made a Dis¬ 
trict Auditor in October, 1920. Since 
that time he has travelled back and 
forth among the branches" as represen¬ 
tative of the Comptroller’s Department, 
coming in contact with the sales or¬ 
ganization and attracting a good deal 
of favorable attention. His appointment 
as Manager of the Credit Department is 
a result of his hard work and high-stand¬ 
ard ability. With these assets and with 



Charles J. Sigloch 

an even greater asset in the help and co¬ 
operation he will undoubtedly receive 
from the branches and dealers, we 
predict real success for Mr. Sigloch in his 
new work. 


tion of the country sharing in the fine sales 
record. Mr. Miller of Pittsburgh made 
the outstanding record among the large 
branches, and Mr. Jones, finishing his re¬ 
markable record at Kansas City with 1 
per cent, of quota, was right at his heels. 
Almost all of the district offices finished 
with quota or close to quota. 


Akron, Houston and Springfield, Mass., 

headed the list among the smaller offices, 
each of them turning in remarkable sales 
records for the territory covered. New 
York Office again exceeded the traditional 
breaking point for sales in this territory. 
When the sales reports tell such a big 


story of success for February, there is no 
limit to what the results will be in March. 
March is always the year’s biggest month. 
It will have to break every sales record 
ever made to do it this year—and every 
individual man will have to do the same 
thing. We believe they can. 
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THE ROYAL STANDARD 


New Royal Sign in Chicago Causes Great Comment 




On New Year’s Eve a great sign flashed 
for the first time on Chicago’s broad 
Rialto, State Street. It showed a tremen¬ 
dous Royal Typewriter, thirty-five feet 
wide and twenty-five feet high, outlined 
in colored lights, busily working away 
with startling realism, while the great 
lighted letters below it proclaimed to the 
thousands upon thousands that wended 
their way up and down State Street that 
Royal Typewriters DO run easier—that 
its users “End the Day With a Smile,” and 


inviting them to “Compare the Work.” 

The Chicago sign at Randolph and State 
Streets, dominates Chicago’s Loop Dis¬ 
trict. It is visible for a great distance 


and, with no other signs to detract from 
its brilliance, it stands like a blazing giant 
against the black night sky. 

It is almost an exact replica of our New 



York sign, with the exception that the 
typewriter is above instead of below the 
lettering. While it is a trifle smaller, 
being forty-nine feet wide, instead of six¬ 
ty-four, it uses practically the same num¬ 
ber of lights, and is even more striking 
because it is set apart from other signs. 

Already reports are rolling in concern¬ 
ing the effectiveness of this new display. 
And we are certain its effect will be to 
spread the Royal story further than it has 
been spread before—and so bring greater 
demand for the Royal Typewriter. 


SERVICE CONTEST FOR 
JANUARY, 1926 

DIVISION NO. 1 


“PORTLAND, ORE. STARTS YEAR 
RIGHT” 


Mr. Goldthwaite, our Foreman at Port¬ 
land is deserving of praise for his splendid 
work during the month of January. His 
percentage was so high that none of the 
other men could touch him. Portland is 
out to make 1926 a big year. In doing 
this they will encounter hard work but 
that only makes their task interesting. 

Our hard hitting Foreman down in 
Louisville, Mr. Zeller, won second berth. 


1— Portland, Ore. 1* 

2— Louisville 1* 

3— Chicago 1* 

4— St. Louis 1* 

5— Detroit 1* 

6— Cleveland 1* 

7— Atlanta 1* 

8— Baltimore 1* 
Indianapolis 1* 

9— San Francisco 1* 
10—Kansas City 1* 

Pittsburgh 1* 


11— Boston 1* 

12— Cincinnati 1* 

13— Minneapolis 1* 

14— Dallas 1* 

15— Buffalo 

16— Los Angeles 

17— New York 

18— Washington 

19— Philadelphia 

20— New Orleans 

21— Hartford 


DIVISION NO. 2 


that “Service” and “100 per cent.” were 
his main goals. We are glad to award 
first place to Bangor for January. 


1— Bangor 1* 

2— Rockford 1* 

3— Harrisburg 1* 

4— Fort Worth 1* 

5— Grand Rapids 1* 

6— Bridgeport 1* 

7— Springfield, Mass. 1* 

8— Akron 1* 

9— Birmingham 1* 

10— Houston 1* 

11— Denver 1* 

12— Davenport 1* 

Dayton 1* 

13— Fresno 1* 

Worcester 1* 

14— Richmond 1* 

J 5—Omaha 1* 

16— San Antonio 1* 

17— Newark 1* 

18— Youngstown 1* 

19— Oakland 1* 

20— Duluth 

21— Rochester 

22— New Haven 


23— Jacksonville 
Springfield, 111. 
Des Moines 

24— Erie 
Milwaukee 
Toledo 

25— Scranton 

26— Providence 

27— Little Rock 
Albany 

28— Evansville 
Portland, Me. 
South Bend 
St. Paul 

29— Columbus 

30— Johnstown 

31— Wichita Falls 

32— Memphis 
Seattle 

33— Peoria 

34— Waco 

35— Fort Wayne 

36— Wilmington 


WHEN YOU TELEPHONE— 

Remember that you can smile 
with your voice as well as with 
your face. 

crfo 

Remember that Royal courtesy 
means Royal business. 


“BANGOR BEATS ALL” 

Mr. Scott, who looks after our Service 
up in Bangor, Maine, has not been with 
us long, but, in the time he has been our 
Foreman at that point he has shown us 


Remember that one pleasant 
word gets more results than a 
thousand cross ones, gets them 
quicker. 


“March Is Star Month for National Accounts Business,’ 
says Jones so— 

Let's all get together and push it over the toj >^ 

J 

/^/'\ f Sales 

Hill 



Houston’s Big Order 
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Recently the Houston Board of Educa¬ 
tion opened several schools and looked for 
typewriters with which to equip them. Of 
course, Mr. Bill Courtenay, our hustling 
Houston Manager, set out to convince 
them in his very businesslike way that 
there was only one typewriter for them to 
use and that was the best typewriter, and 
that there was only one best typewriter 
and that was the Royal. Consequently, 
and in accordance with the time-worn 
axioms of our own school years, the Hous¬ 
ton School Board bought Royals. The re¬ 
sult was the biggest single order for type¬ 
writers which has ever been shipped into 
the southwest. One hundred and one new 
Royal typewriters arrived in Houston to 
fill the order, and Mr. Courtenay was good 
enough to have a picture taken so that we 
could see them. 


The group of people standing before 
this big shipment of easy-writing Royals 
all ready for delivery to the school are 
from left to right: Mr. W. H. Courtenay, 
Manager; Miss Violet Games, Cashier; 
Mr. Diffenbacher, Salesman; Tony Piazza, 
Mechanic; and H. W. Meyer, Supervisor 
of Service. 

Concurrent with the delivery of these 
machines Mr. Courtenay again demon¬ 
strated his eagle eye for Royal popularity 
by securing some very good newspaper 
publicity. 

Mr. Courtenay won a brilliant victory 
over competition in getting this order 
which promises a crop of new loyal Royal 
operators every year coming from the 
high schools of Houston into the business 
offices and demanding their Royal Type 
writers. 















































































L. E. Spiece Tells the ^A/orld 


(Mr. Spiece was so enthusiastic about 
his factory visit recently that we asked 
him to set down his impressions for the 
benefit of the other dealers. They are 
well worth the reading.—Ed.) 

The second week 



in February, 1926, 
will long be remem¬ 
bered by your Bu- 
cyrus Dealer. This 
was the week spent 
at the Home Office 
and the Factory of 
our company. I say 


L. li. Spiece 


feeling that it is 
quite so. I do not 
own the factory, 
nor do I ever ex¬ 
pect to: That is not my part of the great 
Royal program. 

They know how to build Royals at the 
factory, just as well as any salesman or 
dealer knows how to sell them, but hav¬ 
ing been connected with the Royal Type¬ 
writer Company for more than eleven 
years in the capacity of salesman for the 
Cleveland, Ohio Office and then as dealer 
in Bucyrus, Ohio, and adjoining territory, 

I have grown to feel a part of this great 
organization. 

No matter how good the Royal is built, 
it will always have to be sold, and the 
salesmen who are so sold on the Machine, 
the Factory and the Organization that 
they feel it a part of their daily life to 
promote the common interest, can in my 
opinion, feel and act a part of this modern 
Business Enterprise, an industry that is 
helping hundreds of thousands of business 
and professional men and women every¬ 
where contribute more efficient service to 
humanity, with the Easy Writing Royal. 

I was told by those who knew that 
the Royal was the best built typewriter 
on the market and I sold it with that as¬ 
surance, first to myself and then to my 
friends, operators and fellow business 
man. Now that I have seen the big fac¬ 
tory at Hartford, I am doubly sure that 
it is the one best writing machine. 

TWO NEW SLOGANS 

Go through the factory and you will 
not wonder that the Slogan is “Compare 
the Work.” I would like to add another 
slogan or two “Compare the Factory 
and “Compare the Spirit.” With all the 
modern machinery, capacity and material, 
there was nothing that impressed me 
more than the congenial spirit radiating 
from that big kindhearted and thoroughly 
efficient factory manager, C. B. Cook, on 
down through the entire factory to even 
the humblest worker, who took special 
pride in telling us the number of years 
he or she had been working with the 
Royal factory, and their smile proved that 
they meant it. 

OUR BIG PART 

We typewriter dealers, sometimes, 
overlook a part of our responsibility by 
concluding the deal as soon as the check 
is received. This should really be the be¬ 
ginning of our business association, an 
will be, if we remember that the factory 
spent large sums of money and great e 
fort to perfect and build this Royal we 
have just sold. It is up to us to see that 
>t is kept good by prompt and equally 
efficient service. It is not always the 
great number of machines sold that builds 
a permanent business. It is largely the 
way they are sold and the service back 
of them that gets repeat orders and counts 


run . and don’t forget, the 
Royal is built for A Long Run. 

If you fellow dealers ever have a pro¬ 
spective purchaser kick on paying $102.50 
or a Royal, send him up to the factory 
with the assurance, that if he can build 
one just as good in twice the length of 
time and at twice the price, you will pay 
his expenses to the factory and make him 
a present of a brand new Royal to boot. 
He will come back a far wiser chap and 
with the idea that it will cost him a for¬ 
tune to produce even one Royal. 

As you wander through the plant, you 
will see the most modern machinery in 
our company wit operation, also learn that many of these 
a great ea o pr e, machines, were designed and made espe¬ 
cially for the Royal in their own factory. 
This was done to insure accuracy, unable 
to obtain otherwise. For the same reason 
they make all their own tools. 

With all the testing, hardening and 
tempering of parts and the finishing of 
these parts, together with checking and 
re-checking in the assembly and aligning 
departments, you wonder again, why so 
much work, but they have set out to build 
the best and, if I know President George 
Ed. Smith, this spirit will continue. It 
is interesting also to learn that promotion 
is by number rather than by name, hence 
there is no favoritism. It is workman¬ 
ship that counts here. 

Of particular interest is the school 
for beginners. Whether they are experi¬ 
enced workmen from other factories or 
just beginners, matters not as they must 
work into the factory through the school, 
step by step and prove their worth as they 
advance to the highest position in the 
plant. Another reason for the Royal’s 
superiority. 

Much credit is due to our famous in¬ 
ventor, E. B. Hess, and his able assistant, 
Mr. Myers, for their intense efforts to de¬ 
vise new features and improved methods 
of operation that have always been found 
far ahead of any competing machine of¬ 
fered to the business world. 

It is not the policy of the Royal Com¬ 
pany to spend enormous sums of money 
on elaborate office equipment to the sacri¬ 
fice of the machine. The Royal itself is 
the first consideration and money spent 
in building it better day by day pays big 
dividends to the owner and user, an item 
often overlooked. 

There are many things that I might 
mention that would make a volume, but 
those of you who have not made the trip 
can count it time and money well spent, 
and don’t fail to see the big Electric Sign 
on Broadway. I am sure that you will 
receive a Royal welcome from all the of¬ 
ficials and clerks and especially our good 
friend A. W. Barlow, who is so nobly 
playing his part in helping to fight our 
battle as dealers in convincing the buying 
public of the superior features of the 
Royal Typewriter. 

Enthusiastically yours, 

L. E. SPIECE. 


DEALERS’ NEWS 

Last month, we had the pleasure of 
greeting Loren E. Spiece, our veteran 


t>‘ UU1C11 opit 

dealer of Bucyrus, Ohio. 


N. W. Harrah of the Home Office Sup¬ 
ply Company, Welch, West Virginia, tells 
us about a letter received from one of his 
customers. Here is the letter: 

“We accept your offer to place a new 
spacer bar on our Royal typewriter No. 
10/641366. This machine has been in use 
in our office since June 19, 1922, and the 
worn place in the spacer bar, which you 
have replaced with a new one, was grad¬ 
ually worn in by actual use from the 
typist’s thumb. 

“This typewriter has averaged seven 
hours a day for the past four years, with 
one expense item of $5.00 for cleaning and 
adjusting. 

“This is a sample of the work done on 
this machine and from all indications it 
will last as long as the new space bar.” 
(Signed by William J. O’Toole, clerk of 
McDowell County Court). 

Our dealer states that when a prospec¬ 
tive customer for a Royal doubts the dur¬ 
ability and service, he will produce the 
evidence. 

* * * 

It pleases us to welcome the following 
men into the ranks of Royal dealers: 

Mr. A. A. Hutt; Bain & Haddock Type¬ 
writer Co.; Monroe Store & Office Equip¬ 
ment Co.; Springfield Typewriter Ex.; 
F. P. Holloman; Hagerstown Bookbind¬ 
ing & Printing Co.; Hulcher Typewriter 
Ex.; Albany Office Appliance Co.; E. F. 
Mulligan & Eberle Swinford; Muncie 
Typewriter Ex.; Asheville Typewriter 
Co. 

Many of these dealers already have 
lined up a number of Royal customers. 


Every year our friend, Walter Prior, 
has given a dinner to his organization. 
This year was no exception to the rule, 
and on February 13, Messrs. A. W. Bar- 
low, J. H. Forshay and H. H. Strohhecker 
journeyed to the Royal town of Trenton 
for the big event. 

After the big meal Mr. Prior held the 


dealers making m. a. d. 

FOR JANUARY 


H. G. 


. Bancroft 
G. P. Campbell 

J. E. 


, GafFaney 
. Good 

. s. D. Hendley 
. King 
. Kling 
. Myer* 

. G. Nichols 
. Penegar 
W. W. Prior 
H. J. Roof 


J. C. 

Mrs. 
R. R. 
J. P. 


O. G. 


toastmaster’s gavel and each one present 
was called upon to make a small oration. 

Service is the foundation of this dealer’s 
success, and his men are to be compli¬ 
mented for the splendid way they carry 
out their leader’s ideas. 


FEBRUARY HONOR ROLL 


Our dealers continue to smash records. 
The number of sales made in February by 
Royal dealers was greater than the total 
business received during any previous 
February. Although it is a short month, 
the number who made the Honor Roll in¬ 
dicates the splendid way our men are cov¬ 
ering their respective territories and why 
we predict another big record during 
March. 

These dealers earned special recognition 
during February. H. G. Bancroft and 
R. G. Nichols both secured a large vol¬ 
ume of sales during the short month. 
Tribune Printing & Stationery Company 
obtained a large order which puts them 
ahead of the total business they secured 
last year. Russell & Cockrell’s Royal bus¬ 
iness for the last two months almost 
equals the total sales made by them dur¬ 
ing 1925. 

Will March be a big Royal month? Ask 
any Royal dealer! 

Albany Office Appliance Co. 2* 

Asheville Typewriter Co. 

H. G. Bancroft 2* 

Benson Typewriter Co. 2* 

Brewington Typewriter Co. 

Roy A. Davis 2* 

A. L. Deal 

J. C. Duel! Sales Company 2* 

William Duning 
C. L. Eicholtz 2* 

Galesburg Typewriter Co. 2* 

B. M. Gragg 2* 

F. J. Haberle 2* 

John I. Kerr 
Marshall Love 2* 

C. C. & H. C. Macomber 
Nebraska Typewriter Co. 

R. G. Nichols 
Palestine Printing Co. 2* 

Paxton Typewriter Co. 

Geo. A. Pearce 

Pound & Moore Co. 

W. W. Prior 2* 

Pueblo Typewriter Ex. 

H. J. Roof 2* 

Russell & Cockrell 2* 

Scott-Parker Co. 

Sheboygan Business College 
Tribune Printing & Supply Co. 2* 

Tulssa Typewriter Co. 2* 

Typewriter & Office Supply Co. 


Selling Royals in America’s New El Dorado 


At No. 6 South Main Street, Orlando, 
Florida, is the new headquarters of Tuell 
& Smith, Royal sub-dealers. 

This photograph shows one of the front 
show windows and a small part of the in¬ 
terior of the store. The service depart¬ 
ment and stock room, which cannot be 
seen, occupies the rear right hand side of 
the store. 


We are told that a mezzanine floor has 
been added over the arcade end of the store 
and increases the dealer’s floor space to 
about 750 square feet, exclusive of the 
show windows and entrance. 

The sales reports of H. J. Roof, Royal 
distributor for this territory, show that 
Herbert Tuell and Eldon H. Smith know 
how to sell Royals. 
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Great Royal Sales Activity in South 


If space would permit, there would be 
much to relate in connection with the 
many and varied activities of the Royal 
dealer organization in the South American 
countries. The dealers in that part of the 
world are bending every energy toward 
the intensive development of their Royal 
business, but at this time, we must limit 
ourselves to relating a few of the activities 
of two of these dealers, the one in Caracas, 
Venezuela, and the other in Rio de Jan¬ 
eiro, Brazil. 

VENEZUELA 

One of the most staunch supporters of 
the Royal typewriter in the Latin Ameri¬ 
can Republics is Mr. P. Coll Alcala, the 
Royal dealer at Caracas, Venezuela. Dur¬ 
ing the five years that Mr. Coll Alcala has 
been a Royal dealer, our business in the 
territory in and around Caracas has shown 
gratifying increases, largely brought about 
through that gentleman’s personal activi¬ 
ties in the developing of his organization. 

His headquarters, of course, are located 
in Caracas, the illustration (No. 1) at the 
right representing an interior view of his 
premises at Palma A Municipal No. 7. 
Mr. Coll Alcala is the gentleman seated at 
the extreme right. Mr. Coll Alcala has 
sub-dealer representations in practically 
every other city and town of importance 
in his territory. The efforts of these sub¬ 
dealers are constantly spurred on by Mr. 
Coll Alcala’s travelers, who are trained 
both as mechanics and salesmen. Mr. 
Coll Alcala recently made a personal visit 
to the cities of Valencia, La Guaira and 
Puerto Cabello, at which time he was suc¬ 
cessful in consummating a goodly number 
of Royal typewriter sales. 

Our special representative, Mr. Tom N. 
Parker paid a visit to Caracas during the 
early part of December, and judging from 
what Mr. Parker has told us, we have 
every reason to feel that Royal business 
in that section of the country will continue 
to develop under the enthusiastic and cap¬ 
able guidance of our good friend, Mr. P. 
Coll Alcala. 

IN BRAZIL 

The promotion of school business seems 











1 —Offices of Mr. 7\ Coll Alcala , Caracas , Venezuela 



writers and have 
been very well 
pleased with the re¬ 
sults that they have 
obtained through 
the use of our ma¬ 
chines. The illus¬ 
tration (No. 2) at 
the left presents a 
view of the type¬ 
writer class room in 
the Escola Moder- 
na, the school pre¬ 
sided over by Dr. 
de Mattos. 

Another school 
development that 
has taken place in 
Mr. Figner’s terri¬ 
tory is the one pro¬ 
moted by his dealer 
in Bahia, Mr. Hen- 
rique dos Santos 
Silva, who has jur¬ 
isdiction over Royal sales in the states of 
Bahia and Sergpipe. Mr. Figner’s dealer 
in that city has installed and is operating 


4 —Bahia School Building 


the Royal Type¬ 
writer School of Ba¬ 
hia, the activities of 
which are personal¬ 
ly superintended by 
Mr. Silva. As di¬ 
rector of the well 
known firm “O 
M onumento” 
through which his 
Royal typewriter 
business is handled, 
Mr. Silva hass per¬ 
sistently increased 
the number of 
Royal users in his 
territory. 

The illustration 
(No. 3) at right 
shows one of the 
typewriting classes 
in the Bahia School, 
Mr. Silva being the 
gentleman shown 
standing in the center of the group 
(marked x). A view of the very im¬ 
posing building in which the school is 
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housed is shown at the center (No 
4). Having in mind Mr. Silva’s past suc¬ 
cesses, we can readily believe that Royal 
business in the two states under his super¬ 
vision will continue to show progress. 

One of the most successful sales that 
has recently taken place in the Brazilian 
market was effected a few months ago by 
Mr. Figner’s branch in Sao Paulo, oper¬ 
ating in that city under the firm name of 
“Casa Odeon.” The occasion of the lat¬ 
est success in that city was the sale of fifty 
Royal typewriters to the Banco Commer- 
ciale de Estado de Sao Paulo. The photo¬ 
graph (No. 5) at the lower center shows 
the delivery of a part of these machines to 
the bank, entrance to the Bank’s premises 
appearing at the right in the photograph. 
The gentleman standing between the two 
delivery autos (marked x) is Mr. Telle- 
chea, Chief of the typewriter section of 
Mr. Figner’s firm in Sao Paulo. 

With the sale of these fifty machines to 
the Commercial Bank, the total number 
of Royals now in use by them exceeds 150. 
Needless to say, it is a compliment to our 
friends’ energetic activities that they have 
succeeded in so thoroughly “Royal-izing’’ 
one of the most important banks in Brazil. 

The illustration in the center (No. 
6) presents a view of the Royal sign that 
Mr. Figner has installed on the wall ex¬ 
tending along the Central of Brazil Rail¬ 
way at the “Meyer” station, a point which 
must be passed by all trains entering and 
leaving Rio de Janeiro. Mr. Figner re¬ 
ports that the sign enjoys one of the most 
advantageous positions that may be found 
in Rio, since it is daily seen by the thou¬ 
sands traveling to and from the city. 

It is these and the many other activities 
throughout Mr. Figner’s organization that 
are daily contributing to the Royal’s con¬ 
tinued advance in that country. 


TOM N. PARKER VISITS 
HEADQUARTERS 

Mr. Tom N. Parker, Special Represen¬ 
tative for the Royal Typewriter Co., Inc., 
in Latin America, paid a brief visit to 



2 —School of Dr. de Mattos 

to be one of the hobbies of the Royal’s 
veteran dealer in Rio de Janeiro, Mr. Fred 
Figner, who operates in that city under 
the firm name of “Casa Edison.” Evi¬ 
dence of our conviction wes recently con¬ 
veyed to us by letters of appreciation 
which were written by Mr. Sebastiao C. 
Fontes and Dr. Juruema de Mattos, own¬ 
ers and directors of two of the most im¬ 
portant preparatory schools in Rio de 
Janeiro. 

Both of the gentlemen mentioned have 
equipped their schools with Royal type- 


5— Below—Delivery to Banco Commerciale. 6— Above — Mr. Figner’s Royal Sign 


3 —Interior of Bahia School 


Royal headquarters last week, after hav¬ 
ing spent several months traveling 
through Colombia, Venezuela and a few 
of the West Indian markets, where he vis- 
isited the various Royal dealers. 

Mr. Parker has again left for another 
extensive trip through several of th e 
South American countries. Although his 
stay in New York was but a brief one, we 
were all glad to have had him with us 
once more. He has the best wishes of his 
many friends in the Royal organization f° r 
a safe and successful journey. 

















































The ROYAL STANDARD 


(MMMMMJUSSSyjSOK TO 

FACTORY PAGE 


A LITTLE JOB WITH A BIG RESPONSIBILITY 

Putting the Type on the Type-Bar 



2 —Automatic Machine That Coats Type Bar Ends with Solder 


4 —Plating the Finished Type Bars 




We wonder if we are making our talks 
on manufacturing too technical for you 
men on the firing line of sales. If so, 
don’t be afraid to let us know of it. What 
we are trying to do is to supply you with 
instructive and interesting information 
connected with the product you sell. 
For instance, how many of you know 
there are well over two thousand workers 
at your factory working on quality pro¬ 
duction and thousands of operations 
(about seven thousand) on each type¬ 
writer made? 

Now, we don’t do all these opera¬ 
tions unless there is an absolute neces¬ 
sity for so doing. In our years of ex¬ 
perience, we find from time to time cer¬ 
tain changes are needed, due to better 
materials being made and better methods 
thought out by our Engineers. We are 
continually working on new ideas, better 
methods and automatic machinery, all to 
give better quality, greater durability 
and easier operation to the Royal Type¬ 
writer. So we say again, we are trying 
to supply you with information by writ¬ 
ing articles about how our parts and 
mechanisms are manufactured, and how 
quality is put into the product with many 
things described in detail, so that you 
men may know your machine well. 

One of our engineers stated that even 
the matter of explaining how we sol¬ 
dered Type to the Type Bar would be a 
revelation to our salesmen as it entailed 
several engineering feats of surprising 
care, detail and methods. He said Why 
the entire Royal Typewriter may be built 
100 per cent, in all its parts and mechan¬ 
isms and yet one type loose or poorly 
soldered, affects the most vital and im¬ 
portant result, viz., ‘The written word.’ 
We just have to see and know positively 
that every precaution and every bit of 
ability we have will make our methods in 
this direction fool proof. It doesn t do to 
think we are right in this instance. We 
have to know beyond question we are 
tight.” 

This is why we are selecting this sub¬ 
ject, for you men to read how we do it. 

SOLDERING TYPE TO TYPE BAR 

Look at picture No. 1 and you will note 
several machines designed and, built by 
°ur own engineers. These machines 
grind the bearing part of the Type Bar 



l—Grinding Bar Ends 3 —Soldering on the Type 


within one half a thousandth of an inch. 
On these machines we also grind the 
Type end of the bars to one thousandth 
of an inch. This fits into the slot of the 
Type. Every bar is checked with a go 
and no-go gauge after grinding. Each 
machine has a micrometer control for the 
grinding discs or cups, and these emery 
wheels or discs are continually checked 


• wear. 

Picture No. 2 shows operator loading 
rpe Bars into an automatic machine 
esigned and built by Royal Engineers) 
lich cleans Type end of bars and then 
posits a thin film of solder on this sec- 
»n which fits the Type slot. This ma- 
ine takes care of thousands of bars 
ch day, each bar being positively as- 
red of the right amount of solder and 
one of our greatest arguments in 
/or of Royal Type being soldered per- 
mently. No errors can occur as hap- 
ns when the human factor is involved, 
iently, positively, and perfectly t e 
ichine revolves day by day putting the 
ality into the Royal Typewriter 
Look at picture No. 2 again, and care- 
[ly note this wonderful machine re¬ 
iving away from the operator as she 
ts the Type Bar into the holder made 
. i t . The Bar then travels along and 
Type End goes through a special sol¬ 


dering acid which is used for our pur¬ 
poses, and it travels on through the solder 
and is automatically dropped into a box 
after the solder has set. 

AN INTRICATE OPERATION 

Picture No. 3 shows an operator sol¬ 
dering Type to a Type Bar. You will 
note the entire set of bars in the Segment 
in the soldering fixture. This fixture is 
a magnetic gauge and holds the face of 
the Type in correct position while being 
soldered, and in correct location to strik¬ 
ing ring on Segment. The operator is 
taught how to work very efficiently as 
evidenced by the photo; note with what 
care each and every detail is covered, the 
spool of lead wire, the position of the 
soldering fixture, the height of the oper¬ 
ator in relation to her work, the type of 
soldering iron with its thin sheet of gas 
flame right on the spot to be soldered, 
the small glass receptable with the sol¬ 
dering acid and tool to use it with; every¬ 
thing accessible and everything for qual¬ 
ity of work. 

Last, but not least, look at picture No. 
4 and you will see a section of our plat¬ 
ing room where the Type Bars have been 
previously coppered and the operator is 
now nickeling the Type Bar and Type be¬ 
fore they go back to the Assembling De¬ 


partment and are again assembled in the 
Segment to which they were fitted 
originally. 

Every type bar is fitted and ground 
by special machinery to the slot in the 
segment, and is in every instance, used 
only in the particular slot for which it 
was fitted. 

There’s the story, and we know you 
agree with us that the precision of the 
work, the layout of the work and the 
care used, must give us a permanent 
“Written Word” in quality that is not 
equalled by any other typewriter com¬ 
pany. 

We can only be successful when we 
lead in manufacturing methods. You 
cannot get quality by making a few big 
mechanisms right; there must be quality 
in every one of the seven thousand and 
over operations to reach the high standard 
we have set for the Royal Typewriter. 


CANUCK NEWS 


Montreal is hitting on all six Plus, 
when it comes to that 100 per cent, in¬ 
crease resolution for 1926. 

January pulled an M. A. D. decoration 
for one of the Eskimos from Big Smoke. 

Toronto and Ottawa are discarding 
their snowshoes preparatory to one great 
big Spring Opening. Managers Canning 
(Holy City) and Corrigan (Senatorville) 
are mustering full forces to beat out Mon¬ 
treal’s Jan.-Feb. records. 


LOS ANGELES AGAIN WINS 


Mr. Ralls and his Los Angeles crew 
seem to have the habit. Again they have 
beaten the friendly enemy, San Francisco, 
for the second leg of their second three 
months’ contest, and have done so by ex¬ 
ceeding their quota. 

* * * 

In the four-cornered contest running 
among the New York, Chicago, Boston 
and Philadelphia offices, Mr. Robinson’s 
New York force nosed out Chicago in the 
second lap, with Philadelphia and Boston 
close behind. Since Philadelphia won in 
January, and the race is based on percent¬ 
age of quota for three months, the burden 
of deciding a winner seems to rest with 
March, with an even chance all around. 











































THE ROYAL STANDARD 


Employment Department 


In checking over our Employment Re¬ 
ports for February, we find that Mrs. 
Smith, our Employment Manager at St. 
Paul, heads the list under Positions Filled 
by securing 250 per cent, of her quota. 
Miss Winter is second with 230 per cent, 
of her quota. Mrs. Smith and Miss Win¬ 
ter were tied for first place under Sales by 
securing 150 per cent, of their Sales 
Quotas. 


at Philadelphia, placed the greatest num¬ 
ber of beginners during February, and 
Mrs. Clark, our Employment Manager at 
Boston is second. Mrs. Evans, Employ¬ 
ment Manager of Chicago; Miss Wirten- 
son, Employment Manager of New York; 
and Mrs. Parvis, Employment Manager 
of Cincinnati also made good records 
along this line. The standing of our 
Branches and District Branches below is 


ROYAL MACHINE-A-DAY CLUB 
FEBRUARY 


NEW MEMBERS 


G. W. RANDALL 
Indianapolis 


J. F. SCHAD 
Kansas City 


In our District Branches, we find that 
13 of our Employment Managers secured 
100 per cent, or more of their quotas un¬ 
der Positions Filled, and 12 secured 100 
per cent, or more of their Sales Quotas. 
Mrs. Stewart, Employment Manager at 
Minneapolis, is first under Positions filled 
with 142 per cent, of her quota. Miss 
Christensen, Employment Manager of our 
Hartford Office, is second with 140 per 
cent. 

Miss Quinn, our Employment Manager 
of St. Louis, secured over 400 per cent, of 
her Sales Quota and heads the list for Feb¬ 
ruary. Miss Peek, Employment Manager 
at Kansas City, and Miss Blaisdell, Em¬ 
ployment Manager of Portland, Oregon, 
secured 300 per cent, of their Sales Quotas, 
and tie for second place. 

Miss Quinn made the greatest number 
of calls during the month of February, and 
Miss Peek at Kansas City is second. 

Mrs. Doriss, our Employment Manager 


based upon the percentage of quotas se¬ 
cured : 

Branches 


POSITIONS 

1— St. Paul 

2— Denver 

3— Grand Rapids 

4— Columbus 
Peoria 
Waco 


5— Akron 

6— Omaha 

7— Newark 

8— Johnstown 

9— Birmingham 

10— Rochester 

11— Providence 


District Branches 


POSITIONS 

1— Minneapolis 

2— Hartford 

3— Dallas 

4— Kansas City 

5— New Orleans 

6— Portland, Ore. 

7— St. Louis 

8— Indianapolis 
New York 

9— Cleveland 

10— Atlanta 

11— Philadelphia 

12— San Francisco 
12—Detroit 

14— Buffalo 

15— Pittsburgh 

16— Washington 

17— Baltimore 

18— Louisville 

19— Cincinnati 


SALES 

1— St. Louis 

2— Kansas City 
Portland, Ore. 

3— Washington 

4— Philadelphia 
San Francisco 

5— Chicago 

6— Pittsburgh 

7— Atlanta 

8— Cleveland 
Indianapolis 
Minneapolis 

9— Louisville 

10— Dallas 

11— New York 

12— Baltimore 
Boston 
Buffalo 
Detroit 

13— Cincinnati 


A. M. STONEHOUSE, 


Manager of School Department. 


School Department 


Our records for February would indi¬ 
cate that our Sales Force is devoting a 
great deal of time and attention to the se¬ 
curing of School Business. The prospects 
for our doing a big School Business were 
never brighter than they are this year. 

The Royal is very popular with school 
officials, teachers and students, and with 
the good work which is now being done 
by our Employment Departments and by 
our Service Departments in the way of 
backing up our Sales Force, we should 
have no difficulty in increasing our School 
Representation. However, it takes con¬ 
stant effort along this line, and the time 
and attention given to your schools will 
pay big dividends in the way of reducing 
your sales resistance, as the operators who 
are now being trained on the Royal will be 
of great assistance to you in your efforts 
to secure additional commercial business. 

Houston heads the list for February by 
securing over 500 per cent, of its School 
Quota. Providence is second with 173 
per cent, of its School Quota, and Los 
Angeles is third with 164 per cent, of its 
School Quota. 

Our dealers are still doing very con¬ 
sistent work in the way of securing School 


Business, and judging from the efforts 
they are making, all previous school rec¬ 
ords for our Dealers’ Department will be 
broken this year. 

Below is the standing of our offices for 
the month of February based upon the 
percentage of School Quotas secured: 


1—Houston 

27—Dcs Moines 

2—Providence 

Evansville 

3—Los Angeles 

New Haven 

4—Columbus 

28—Kansas City 

5—Akron 

29—Albany 

6—Portland, Me. 

29—Albany 

7—Jacksonville 

Grand Rapids 

8—New York 

San Francisco 

9—Birmingham 

30—Cincinnati 

Denver 

31—Pittsburgh 

10—Hartford 

32—Dallas 

11—Bangor 

33—Chicago 

12—Davenport 

Rochester 

13—Oakland 

Seattle 

Springfield, Mass. 

34—Buffalo 

Worcester 

35—Baltimore 

14—Bridgeport 

36—Atlanta 

Fort Wayne 

Duluth 

15—Fort Worth 

Erie 

16—Louisville 

Harrisburg 

17—Detroit 

Johnstown 

18—St. Louis 

Little Rock 

19—Portland, Ore. 

Newark 

20—Philadelphia 

Omaha 

21—Boston 

Peoria 

Fresno 

San Antonio 

Richmond 

Scranton 

22—Minneapolis 

Springfield, Ill. 

23—Milwaukee 

St. Paul 

24—Indianapolis 

Toledo 

25—Dayton 

Waco 

Rockford 

Washington 

South Bend 

Wichita Falls 

26—Cleveland 

Youngstown 


A. M. STONEHOUSE, 
Manager of School Department. 


AKRON 
L. J. Michel 8* 
ATLANTA 

C. C. Crawford 

S. N. Malone 

J. W. Mann 13* 
BALTIMORE 
P. F. Hambsch 
J. A. Jean 

T. C. O’Keefe 
W. F. Tcer 21* 

BANGOR 

H. W. Boshan 
BIRMINGHAM 

A. Patterson 
BOSTON 

I. C. Barlow 13* 

E. T. Buckley 

H. E. Burton 24* 

F. I. Crocker 
F. J. Edwards 
C. J. Gildea 

F. W. Keylor 

G. H. Palmer 

B. W. Simpson 
BRIDGEPORT 

J. F. Dacey 
BUFFALO 

George Hauptman 
W. W. Hodgson 
A: R. Lerch 

C. M. Pillow 15* 
W. F. Wegener 

CHICAGO 
E. J. Barnett 
W. G. Brown 6* 
W. S. Daniels 

A. G. Freeberg 7* 
R. C. Goldblatt 

B. P. Hamil 21* 

R. F. Hoyt 

E. H. Johnson 

C. LaBorence 

W. B. Larsen 22* 

H. Nuhn 14* 


J. M. Roberts 29* 
A. C. Wheeler 7* 
L. E. Wilson 
CINCINNATI 

L. A. Platz 7* 
CLEVELAND 

G. J. Holder 

M. C. Hull 23* 

W. H. Peate 
W. C. Rodgers 


REPEATERS (Marked by *) 


COLUMBUS 
L. V. Bell 
G. C. Kinnamon 
DALLAS 
C. D. Walker 
DAVENPORT 

G. D. Lawless 
DAYTON 

O. P. Gilmore 
DENVER 

W. H. Mitchell 
DES MOINES 

P. S. Jones 
DETROIT 

C. Bailey 
C. W. Knox 

J. C. Mitchell 
E. L. Owen 

L. D. Teeters 17* 

K. F. Walker 5* 

O. T. Wheaton 
ERIE 

C. V. House 
FORT WAYNE 
John Shea, Jr. 
FORT WORTH 

P. H. Billman 
FRESNO 

H. H. Tomkinson 
HARRISBURG 

S. H. Lamont 
HARTFORD 
W. C. Bartley 
H. F. Brainerd 39* 
J. L. Cook 

C. E. Driscoll 2* 
HOUSTON 

W. H. Courtenay 

E. J. Hilton 
INDIANAPOLIS 

W. S. Orvis 
G. W. Randall 
JACKSONVILLE 
J. E. Gardner 3* 

A. D. Richardson 
KANSAS CITY 

F. W. Hassett 

G. P. Johnson 
P. W. Jones 37* 

W. H. Kirchofer 4* 
J. F. Schad 

E. C. Williams 
LOS ANGELES 
R. D. Andreson 6* 

D. S. Fullerton 
G. G. Ralls 7* 


LOUISVILLE 
H. Holmberg 2* 

J. T. Wellman 39* 
MEMPHIS 
A. O’Bryan 
MILWAUKEE 
W. A. Partee 19* 
MINNEAPOLIS 

M. E. Bailey 5* 

J. T. Graham 

NEW ORLEANS 
W. J. Creger 11* 

F. Pritchard 
NEW YORK 

D. J. Allingham 39* 

H. J. Becker 

D. N. Conklin 
W. B. DeRango 
J. B. Eccles 

O. Gentry 

T. M. Gleason 37* 

A. Graf 

R. B. Gray 4* 

G. M. Guest 38* 

J. E. Guy 18* 

I. Hulbert 

L. F.. LeMaster 15* 

E. J. Matthews 10* 

P. Mdttenzweig 6* 

G. Mothner 

D. D. Raine 

G. Rannenberg 24* 

R. C. Robinson 

J. Schwartz 27* 

C. Schnirring 4* 

N. Sykes 
OAKLAND 

J. E. Geissinger 7* 
PHILADELPHIA 

L. A. Dunn 16* 

B. L. Estes 

H. K. Goslin 
J. H. Hanson 
H. C. Pindar 

E. V. Sherry 

C. F. Tregear 
J. W. Turner 

M. Woskoff 
PITTSBURGH 

A. R. Davis 3* 

J. E. F.skey 
A. M. Fclser 
M. V. Miller 39* 

C. W. Putney 
PORTLAND. ME. 

W. F.. Ayers 


PORTLAND, ORE. 

C. E. Gray 
G. D. Roe 
PROVIDENCE 
J. H. Alden 
E. D. Crandall 12* 
J. L. Schora 
C. E. Smith 
RICHMOND 

O. H. Carter 
A. Bartlett 

ROCHESTER 

G. C. Johnson 6* 
ROCKFORD 

C. C. Flagg 
SAN ANTONIO 

J. T. Jackson 
E. C. Philips 
SAN FRANCISCO 

D. G. Becknell 
C. H. Billington 
T. N. Colwell 2* 

J. C. Deardorff 
S. N. Howell 

A. F. Lines 

P. Pearson 

C. E. F. Russ 

D. B. Starrett 
SCRANTON 

C. C. Waters 
SEATTLE 

H. D. Hoyt 
SPRINGFIELD. ILL. 

C. A. Stevenson 
SPRINGFIELD. MAS! 

L. B. Behan 9* 

ST. LOUIS 

G. M. Davis 

J. H. Kennedy 8* 

L. F. Reynolds 

C. D. Sparwasser 
L. E. White 15* 

ST. PAUL 

D. M. Elliott 
TOLEDO 

E. L. Knott 
WACO 

S. H. Slaughter 
WASHINGTON 

H. D. Cashman 14* 
S. E. Richter 15* 

H. L. Rudnick 16* 

E. C. Weeks 
WORCESTER 

F. C. Salisbury 
A. R. Smith 


FOREIGN MACHINE-A-DAY CLUB 


CANADA—Royal Typewriter Company Ltd. 

T. G. Lewis. Ottawa 

GREAT BRITAIN—Visible Writing Machine Co., Ltd., London 


1— H. D. Ebbutt 

2— T. Harrison 

3— II. W. D. Buckeridge 

4— C. Salter 

5— H. Herman 

6— J. Sears 


7— W. H. Roberts 

8— W. D. Morgan 

9— B. Harris 

10— A. F. Thomas 

11— L. Harris 

12— C. A. Bak 

13— F. W. Johnson 


14— S. H. Goodwin 

15— A. J. Van Dervelde 

16— P. C. Fielding 

17— A. W. Thomas 

18— H. V. Schofield 

19— J. C. Barlow 

20— J. W. Barker 


21— F. J. Soan 

22— S. V. Hall 

23— E. Wood 

24— J. B. Worley 

25— W. A. Henry 

26— W. Tenner 

27— G. E. W. Sheldrake 


AUSTRALIA—Sydney I’incombe, Ltd. 

1— W. J. Sheehy 4—F.. S. Stack 

2— R. G. Hood 5—R. H. Eastman 

3— E. W. Rutledge 6—L. Parkhurst 

7—A. Roberts 

CHILE—W. R. Grace & Co. 

1— Mrs. Raquel Delano De Sierra 

2— Mr. Oscar Achondo Godoy 

CZECHOSLOVAKIA—Joseph Foist 

1— Alois Foist 3—J. Hejcman 

2— L. Mazanek 4—A. Smatlak 

5—Ladislav Foist 

MEXICO—M. E. Raya & Company 

1— Alfredo Aguirre 3—Alfredo Garza 

2— Alonso M. Garza 4—Carlos S. Garza 


FRANCE—J. H. Davis & Co. 

J. H. Davis 

AUSTRIA—Joe Lesti, Nfg. 
Emanuel Lauterbach 

LATVIA—O. & J. Dalitz Bros. 
James Dalitz 

GERMANY—Friedr. Magnus, Nfg. 

1—Carl Pietzsch 2—Carl Suchaneck 

GUATEMALA—James P. Howell 
1 — D. V. Elias 2—V. M. Ramirez 

SWEDEN—A./B. W. Banzhaf 

1— Jonas Eriksson 

2— Conrad Bohman 


Demonstrate in the Schools 

In going around from time to time I 
find that the greatest advantage in win¬ 
ning over the operator of a typewriter 
is one that is derived from getting the 
opportunity of placing the machine be¬ 
fore the operator and getting the chance 
of giving a rattling good demonstration. 
It is never too much trouble for me to 
demonstrate regardless of whether it is 
early in the morning or late in the eve¬ 
ning. It has been my practice to make 
sure that the beginner gets the full ad¬ 
vantage of knowing the wonderful ad¬ 
vantages of the Easy Writing Royal. 

Now the only way to reach the be¬ 
ginner is by going to the place where 
they are, namely, the schools. Some time 


ago I made an offer to every school in 
my territory that it would indeed be a 
pleasure for me to go before the class at 
the convenience of the teacher and give 
a fifteen to thirty minute demonstration. 
Several of the schools have grasped this 
opportunity and it is surprising to know 
just how little the students know about 
the Royal. As I write this, one school in 
particular comes into my mind where the 
teacher told me after I had finished my 
demonstration that I had enlightened her 
to such a degree that it would now be a 
pleasure to put forth the wonderful fea¬ 
tures of our machine. I remember 
another instance where one of the 
teachers came in to inquire about a cer¬ 
tain feature and I told her if she could 
spare me twelve or fifteen minutes that 


I would go into it a little deeper, she was 
very kind to do that, and when she left 
she assured me that she had learned one 
half dozen or more features which up to 
that time she had not been familiar with. 
The manager of one of the schools is mak¬ 
ing arrangements to spare me a few 
minutes in the night session of his class 
in order that we may acquaint and en¬ 
lighten them on the advantage of using a 
Royal. 

Now all I can say to any man whose 
desire and ambition it is to sell the Royal 
is that you can not sell any product with¬ 
out being able to talk intelligently about 
it. So you see after all it simmers down 
to knowing the machine and demonstrat¬ 
ing it any time, any place and anywhere. 

MARTIN E. HOYT, JR. 


Pillow, of Buffalo, says: 

A LONG MONTH, 

A SHORT MONTH, 

A HOT MONTH, 

A COLD MONTH. 

MEANS NOTHIN’ IN OUR 
YOUNG LIFE, 

FOR ALL WAYS AND ANY 
WAYS, 

OLD BUFFALO GETS THEIR 
“QUOTA.” 

And they did! 



















































